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Maldiva Ltd. is a fictitious consumer electronics firm with 30 brick-and-mortar locations and a rising e-commerce site. The company has seen rapid corporate expansion, and revenues have grown alongside new opportunities, but the company’s information systems have not kept pace. This means that Maldiva Ltd. is suffering from operational inefficiencies that affect management, customer service, decision-making, regulatory compliance and interdepartmental communication. These issues result in decreased productivity, increased operational expenses, and a detrimental effect on customer satisfaction (Laudon & Laudon, 2023).
One of the company’s biggest challenges is its manual inventory management system, which sometimes causes stock inconsistencies between physical locations and the online platform. The outcome is cancelled orders, delayed deliveries, unjustified reimbursements and loss of money. Simultaneously, client information is maintained in several unconnected systems, which stops staff from accessing comprehensive purchase histories and restricts the organisation’s capacity to provide personalised marketing campaigns or effective customer assistance (Buttle & Maklan, 2019).
What’s more, Maldiva Ltd. depends on manually created spreadsheet reports, which makes it difficult for managers to get reliable real-time information for forecasting and strategic decision-making. The company also has data protection as its present systems do not have the requisite controls on access and security measures that are needed to ensure GDPR compliance. Moreover, the sales, finance and inventory teams are not well integrated, resulting in repeated labour, delays and inconsistencies in the data.
This paper analyses the deficiencies of Maldiva Ltd’s current information systems and suggests an integrated solution based on Enterprise Resource Planning (ERP), Customer Relationship Management (CRM), Business Intelligence (BI) and secure systems integration. The suggested solution is expected to improve operational efficiency, strengthen data management, facilitate informed decision-making, and improve customer satisfaction while offering a scalable foundation for future expansion of the organisation.
[bookmark: _Toc237719030]2. Existing Systems Review
[bookmark: _Toc237719031]2.1 Inventory Management
Maldiva Ltd. uses a manual inventory tracking system that cannot now support the company’s expanding retail activities. Inventory data is updated independently for physical stores and the e-commerce platform, leading to inconsistent stock records and poor inventory visibility. This means that items advertised as available online may already have been sold in-store, leading to rejected orders, delayed deliveries, consumer complaints and refund demands. Additionally, it is difficult for store managers to recognise overstocked and understocked products, which increases storage costs and reduces sales potential. 
Today, increasingly, merchants depend upon integrated inventory management systems to give real-time visibility of stock across all sales channels. For example, Tesco has spent considerably on digital inventory management to improve stock accuracy, decrease waste and improve customer experience. These practices are limited by the manual method of operation of Maldiva Ltd in terms of operational efficiency and the capacity of the company to expand successfully (Laudon & Laudon, 2023). 
[bookmark: _Toc237719032]2.2 Management of the customer relationship.
The company’s customer relationship management methods are also ineffective since client information is kept in a variety of disparate platforms. Sales data, purchase history and customer service information are not systematically handled, making it hard for personnel to have a complete perspective of each customer. This means the marketing department cannot efficiently provide targeted promotions, and customer service agents are slowed down in processing questions and complaints.
A good CRM system helps organisations to improve interactions with customers by centralising information and making it easier to communicate in a tailored way. Without such capabilities, Maldiva Ltd. risks decreased customer satisfaction, diminished customer loyalty, and missed sales opportunities (Buttle & Maklan, 2019). 
[bookmark: _Toc237719033]2.3 Reporting and Decision Making
Another major problem is the reliance on the organisation’s manually created spreadsheets for reporting and business analysis. Managers spend a lot of time collecting information from the various departments before they produce their sales reports. These reports are typically filled with inaccuracies or old information. Management cannot monitor business performance, analyse sales patterns, or estimate future demand since real-time data is not available.
Slow decision-making means the company cannot react rapidly to changes in the market. In a fiercely competitive retail sector, delayed or incorrect information might lead to bad buying choices, stockouts or avoidable operational expenses. This lack of Business Intelligence capabilities, therefore, decreases the overall competitiveness of the organisation.
[bookmark: _Toc237719034]2.4 Data Security and GDPR Compliance.
Maldive Ltd. likewise faces serious issues in information security. Existing systems do not have enough controls over access or data protection, raising the risk of unauthorised access to sensitive consumer information. AS the business processes personal data both in physical stores and on its online platform, non-compliance with the General Data Protection Regulation (GDPR) might lead to financial penalties, damage to the organisation’s brand and a loss of customer trust.
Cybersecurity concerns in the retail sector are continuing to rise. Therefore, secure authentication, encryption and user access management are critical components of modern information systems. The current infrastructure of the organisation does not effectively support these standards, and this exposes the business to unnecessary operational and legal risks. 
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Finally, the lack of integration of the sales, financial, inventory and customer management systems is one of the biggest operational problems of the organisation. Each department employs different software systems and cannot automatically interchange information. This means employees must manually move data from one system to another, which makes duplication, inconsistencies and human error more likely. 
The lack of systems integration also hampers cross-department collaboration and impairs business activities such as order processing, financial reporting and inventory changes. As the organisation grows, these disparate systems will become even more complex to manage. To summarise, the existing information systems are fragmented, ineffective and cannot meet Maldiva Ltd’s long-term business objectives. Therefore, a modern integrated information system is needed for the improvement of operational performance, the support of organisational growth and the enhancement of customer pleasure.
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To overcome the operational issues discussed in the preceding section, Maldiva Ltd. Should adopt an integrated information system that includes Enterprise Resource Planning (ERP), Customer Relationship Management (CRM), Business Intelligence (BI), and improved security precautions. An integrated strategy, rather than rolling out distinct software solutions separately, would give all departments access to accurate, real-time information from a single source, thereby boosting cooperation, operational efficiency and strategic decision-making.
[bookmark: _Toc237719037]3.1 Enterprise Resource Planning (ERP)
The first recommendation is to deploy an Enterprise Resource Planning (ERP) system. ERP combines fundamental company processes such as inventory management, sales, finance, purchasing, order processing, etc. into one database. Instead of distinct records in separate departments, staff would have access to consistent, current information, which would reduce redundancy and increase operational efficiency (Monk & Wagner, 2020).
An ERP system would be a great way for Maldiva Ltd. to improve inventory management by offering real-time visibility of stock levels across all physical stores and the e-commerce platform. Stock levels would update automatically after each sale, decreasing stock disparities, preventing overselling and increasing order fulfilment. Automated sharing of data would also benefit finance and sales as it would reduce manual administration and improve the quality of reporting.
Solutions like SAP S/4HANA or Microsoft Dynamics 365 show how integrated ERP solutions can help a retailer develop by gaining better operational control, saving expenses and providing a scalable foundation to support future growth.
The second tip is to deploy a sophisticated Customer Relationship Management (CRM) system. In a CRM system, all customer information is stored in a central database, which gives staff access to purchase histories, communication records, client preferences and past support interactions (Buttle & Maklan, 2019).
CRM software would increase client service and marketing efforts for Maldiva Ltd. Customer care reps will be able to reply more efficiently as full customer records would be available at a click. Simultaneously, the marketing department might create tailored promotional programs based on purchasing behaviour, improving consumer engagement and promoting repeat purchases.
Many firms successfully utilise CRM platforms like Salesforce to improve customer connections, boost client retention, and increase sales performance. Incorporating such features would allow Maliva Ltd. to deliver a more tailored client experience and boost overall business success.
[bookmark: _Toc237719038]3.3 Business Intelligence (BI)
In addition, Business Intelligence should also be an important component of the planned information system. BI solutions collect, analyse, and present corporate data from various operational systems and then deliver the outcomes via interactive dashboards, reports, and key performance indicators (Turban et al., 2022).
Maldica Ltd. now uses spreadsheets that are manually created and are time-consuming and prone to errors. A BI platform like Microsoft Power BI would streamline reporting and give managers instant access to sales performance, inventory levels, consumer behaviour and financial results. This would allow management to recognise developing patterns, anticipate future demand more precisely and respond rapidly to changes in the market.
Improved access to credible business information would enhance strategic planning, mitigate operational risks and enable evidence-based decision-making across the firm.
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 Another important tip is to strengthen cybersecurity and GDPR compliance. Considering the volume of client information Maldiva Ltd. processes, personal data protection should be treated as a strategic business priority.
The suggested information system must feature role-based access control, multi-factor authentication (MFA), encryption of critical data, automatic backup routines, audit trails and constant security monitoring. These steps would mitigate the risk of cyber-attacks, restrict unauthorised access to consumer information, and help to ensure compliance with GDPR standards.
Better security would reduce legal and financial risk and boost customer confidence by showing that the company is protecting personal information properly.
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The ultimate recommendation is to fully integrate ERP, CRM and Business Intelligence into one information ecosystem. Integration would mean employees no longer have to manually transport information across departments, and it would guarantee that inventory, sales, financial and customer data are correct and consistent throughout the organisation.
For example, when a customer buys a product online, the inventory system would immediately update stock levels, the finance department would automatically record the transaction, the CRM system would update the customer purchase history, and the Business Intelligence platform would instantly add the sale to management dashboards. This will greatly improve operational efficiency and reduce human mistakes due to the smooth flow of information. 
To summarise, the proposed integrated information system will offer Maldiva Ltd. a scalable, secure and efficient digital infrastructure ti enable ongoing corporate expansion. The organisation will be able to increase operational performance, boost client satisfaction, reinforce regulatory compliance and make faster, more informed business choices by combining ERP, CRM, Business Intelligence and comprehensive security precautions.
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The implementation of the proposed information system should follow a phased approach to minimise disruption and reduce project risks. The first stage involves identifying business requirements, defining project objectives, selecting suitable ERO, CRM, and Business Intelligence solutions, and establishing a realistic implementation schedule (Project Management Institute, 2021).
The second stage focuses on data migration and system integration. Existing customer, inventory, sales and financial data should be reviewed, cleaned, and securely transferred into the new system. Thorough testing should then be carried out to ensure that all departments can exchange information accurately and that the system performs as expected.
Employee training is essential for successful implementation. Staff should receive practical training and ongoing technical support to help them adapt to the new technologies and reduce resistance to change. Clear communication throughout the project will encourage employee engagement and improve acceptance of the new system.
Finally, the system should be introduced gradually and continuously monitored. Management should evaluate key performance indicators such as inventory accuracy, order fulfilment, reposting efficiency, customer satisfaction, and system availability. Regular review will allow the organisation to identify areas for improvement and ensure that the new information system continues to support Maldiva Ltd.’s long-term business objectives.
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This report has analysed the information system issues faced by Maldiva Ltd. and found deficiencies in management of inventory, customer interaction, reporting, data security and systems integration. To combat these challenges, a combined approach has been suggested using Enterprise Resource Planning (ERP), Customer Relationship Management (CRM), Business Intelligence (BI) and strengthened cybersecurity protocols. The systems would increase the efficiency of operations, contribute to real-time decision-making, improve GDPR compliance and customer happiness.
Overall, the proposed solution provides a scalable and secure digital infrastructure that will support Maldiva Ltd.’s future growth and improve its overall business performance.
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